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The newspaper is the greatest public utility institution. He 
'Serves his newspaper best who serves his community best. The 
chief end of all good journalism is helpful public service. The 
good journalist is the attorney-at-large for the people, the unsworn 
conservator of the public peace. Every good journalist seeks 
first the favor of the right-thinking public through public service 
and then justly expects that all other needful things will be added 
unto him. 
Dean of the School of Journalism, 
University of Missouri. 
BUILDING A CIRCULATION 
Methods and Ideals for Small-Town Newspapers 
There is no essential difference between the salesmanship 
'Dr a newspaper-circulation-and the salesmanship of any 
other commodity. The merchant builds for the future by at-
tracting to his store the largest possible number of regular 
customers. The newspaper publisher builds in the same way 
by attracting to his publication the largest possible number 
of patrons~readers. 
No successful business can endure unless it is founded 
on the principle of honest service to its public. Likewise no 
successful publication can endure if these principles are not 
incorporated into its business methods. 
The grocer who gives short weight, the clothing merchant 
who misrepresents and the newspaper publisher who uses ques-
tionable schemes to inveigle readers for his publication are in 
the same class-the class that cannot exist in these days of 
higher and higher business ethics. 
TWO ESSENTIALS FOR SUCCESS 
Two things are necessary in building a large an::! perma-
nent circulation for a newspaper in any community-first a 
good newspaper adapted to its community, and second a wise 
management of circulation and business problems. 
The newspaper that leads in any community is the one 
that is best edited and the one that is most intelligently and 
persistently managed in its business department. 
This bulletin assumes that the publisher is fulfilling the 
first requirement-editing a good paper-and its purpose is to 
help the small-town publisher in his circulation and business 
methods. A good newspaper usually will grow gradually with-
out special attention to its business management, but often 
poor business management will discount the highest type of 
editorial talent and ultimately bring failure. 
(3) 
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WHAT IS MEANT BY "CIRCULATION" 
From the publisher's standpoint, circulation is that which 
gives his publication prestige in his community and gives it 
potential value as an advertising medium. From the mer-
chant's or advertiser's standpoint, newspaper circulation 
offers a means of increasing business. In the last analysis 
the object and desire of the publisher and the advertiser are 
essentially the same. The publisher desires a large and in-
creasing list of permanent subscribers for his paper, and the 
merchant desires to use that paper because those permanent 
subscribers offer him an opportunity of increasing his list of 
permanent customers. 
BETTER UNDERSTANDING ON PART OF BOTH 
A better understanding of the problems of advertiser and 
publisher-and it is coming-will soon put an end to bucca-
neering methods on the part of some newspaper publishers. 
The honest merch;l.llt who is conscientiously trying to increase 
his business and build for the future looks farther than mere 
figures of bulk circulation. The merchant who advertises in 
and encourages the newspaper that uses questionable circula-
tion and business schemes in nine cases out of ten is also ques-
tionable in his business practices. 
WHAT MAKES CIRCULATION VALUABLE 
Circulation is valuable to an advertiser exactly in propor-
tion to its power to draw trade to his store. Good copy, honest 
business methods and service on the part of the firm advertising, 
are important elements. But another important e1ement 
enters into the profitableness of an advertisement and that is 
the character of the publication in which it appears. If a reader 
has been inveigled into subscribing for a newspaper to help 
some "popular" young woman take a trip to Europe his inter-
est in that newspaper and its advertisements probably ceased 
when J:1e learned the results of her efforts. Or if a woman 
subscribes for a paper to get a set of cheap china she will proba-
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bly demand a full set of silverware before she will take the 
paper again. Advertising in that paper cannot be as profitable 
as advertising in the publication whose subscribers take the 
paper year after year because of their belief in the sterling 
honesty of the publication. Circulation that is based on the 
quality of a paper backed by honest and efficient business 
methods is worth far more to an advertiser than double the 
circulation that is forced on subscribers by questionable circu-
lation schemes. 
SUBSCRIBERS RESPECT WHAT THEY PAY FOR 
In short, we respect that which we pay for and we despise 
that which works for us. We are suspicious of the newspaper 
that comes in our morning mail with a large article about 
"Politician Bill Smith" all blue marked over the front page. 
Likewise we are suspicious of the newspaper that is over 
friendly to the street railway company that's trying to gobble 
a franchise in our town. That this feeling is general is shown 
by the enormous growth of independent papers over the country 
and the gradual decline of newspapers that still worship at the 
shrine of some special interest. 
WHY PEOPLE READ NEWSPAPERS 
It is almost as foolish to ask why people consume food as 
it is to ask why people read newspapers. Newspapers are 
part of our daily life. In an investigation in Chicago of news-
paper readers the following results were obtained as to why 
people purchase newspapers. The investigation was made by 
Prof. Walter Dill Scott of the psychology department of North-
western University. Blanks to be filled out were sent to 5,000 
male adult citizens in all classes of society and walks of life. 
In answer to the request: "State in order the five features of 
your paper that interest you most," over two thousand answers 
were received as follows: 
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Per cent 
Local news ................................................. 17.8 
Political news ............................................... 15.8 
Financial news.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 11. 3 
Foreign news.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 
Editorials ................................................. . 
9.5 
9. 
General news.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 7. 2 
Ethical tone (broadly considered) . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 6.7 
Sporting news.. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 5.8 
Cartoons. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 4. 3 
Special articles. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 4.3 
Music.... .. .. . ... .. . .. . .. ... . . . . . . . . . .. . . . . . . . . . . . . . . .. . .. 1.88 
Book reviews. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 1 .84 
Arrangement. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 1.4 
Society notes. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 1.4 
Drama..................................................... 1.1 
Art........................................................ .9 
Advertisements. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .44 
Storiettes. .. .. . . .. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .13 
Weather..... . . . .. ...... .... . . . . .. . .. . .. .. ... . .. . .. .. . . . . . . .1 
Humor.................... .............. ........ ...... ... .. .05 
A careful analysis of the above table should be valuable 
to every small-town newspaper publisher, for it can with modi-
fication be applied to any community. 
,\VHY PEOPLE SUBSCRIBE FOR NEWSPAPERS 
Of vast importance to the circulation department of news-
papers is the answer to another question in the same investiga-
tion. In this case the question, "What induced you to begin 
the subscription of the paper or papers which you are now tak-
ing?" was asked. The answers follow: 
Per cent 
To keep informed of current events ............................... 65 
Ethical tone (including accuracy, etc.) . . . . . . . . . . . . . . . . . . . . . . . . . . .. 10 
Premiums...................................................... 4 
Cartoons..... .. ... .... . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. "1: 
Special articles... .. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 3 
Reputation of paper. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .. 1 
Service (best delivery) ......................................... , 1 
The answers well show what it takes to get circula-
tion and hold it in anv community. In waging a campaign 
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to increase the circulation of a newspaper the result of the fore-
going table should be kept before the publisher's mind. Sixty-
five per cent of the people in the Chicago territory take news-
papers for the "news" they contain; it stands to reason that 
the same will hold good in any community. Of what is meant 
by "news" each community must have its own interpretation. 
If it's a mining community, obviously the people in that com-
munity will take the paper that presents mining news in the 
best and most accurate manner. If it's a railroad town, cer-
tainly most of the people there will subscribe for the paper that 
gives them the best railroad news. And if it's a stock-raising 
community, the publisher who handles the best stock news in 
the most intelligent manner will hold farmers and stockmen to 
his subscription list. 
CASHING IN ON YOUR COMMUNITY ASSET 
Since people take newspapers primarily for news as it is 
interpreted in the various communities, in a campaign to in-
crease circulation, a description of the methods the paper uses 
to secure news should be a strong factor for securing new sub-
scribers. This with a presentation of all the means the paper 
employs to present its news accurately would furnish an addi-
tional incentive for people to subscribe. An educational ad-
vertising campaign on these two themes should be valuable in 
increasing the circulation of any newspaper. 
The extension of the rural route has had a tremendous 
influence on the circulation of newppapers in rural communities. 
Inquiry of any rural route mail carrier will show the small-
town publisher that the maiority of his best subscribers also 
take the nearest metropolitan newspaper as well as the local 
newspaper. In one Missouri community, the publisher of a 
daily found that most of his subscribers in a live stock raising 
community were subscribing for an exclusive "live stock re-
porting" paper, and he found that many leading farmers and 
stockmen took the live stock paper to the exclusion of his own. 
He added more market reports to his publication and it didn't 
take his solicitor long to get them on his list. In another case 
a newspaper had a section of rough mountainous territory in 
2 
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its field, where the principal business in the winter was trapping. 
He added a "fur" market to his reports and got practically 
every family in that district on his lists. 
§pecial to Teachers. 
The Jackson Examiner will publish each week two agricul-
tural questions prepared by E. A. I/c.enbe"iJ, Farm Adl1iser. One 
question will relate to farm work in which the boys are interested .. 
The other will be for the girls and will concern some phase of 
Home Economics. Answers to' these questions must not exceed 
100 words. 
These questions are a"anged so as to .fit in with.,the agricul-
tural work in the countl) schools and aM designed for, ,thf? use 0/ 
teachers. They are recommended by Buperintendent lJlackburn, 
Each teacher will be asked to grad€; th,e answers iF(,his 01. 
her school, and the best papers bl) a bOI) and a girl' are to be mitiled 
'to The Exa.minerthat they mal) compete with ,the best from other' 
schools in the county. The best papers bl),,!, boy and a girl of.-till 
submitted will be selected by a committee coopeff!ting w!th.' lifT. 
Iken,berrl). 
The Hest an,swers in the county and the ncim~8 '01 the write~ 
and alsQ,thenames dfthe bOI) and girl rqnk(ng highest in each" 
school will be announced in The Examiner each week. 
The Ja,ckson $xamtner will be s~nt tor one Dear' for Fiftl) 
Cents, one-half price, to anI), teacher who 'will 'make use of tiffs 
series of questions and report 'the results each week. 
The first set of questions r.vill appear in th~ :issue of Septem-
ber 19. Sample, copy will be mailed all teachers. 
THE JACKSON EXAMINER, 
Independence, Mo. 
Part of a successful circulation campaign that brought in hundreds of 
farmers' subscriptions. Shows co-operation with farm adviser. 
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THE IDEAL NEWSPAPER 
In the foregoing investigation pertaining to the number 
of papers people read, it was found that 86 per cent reported 
themselves as reading more than a single newspaper. Although 
this high percentage will not hold good in small-town and rural 
communities, it shows that a large percentage of better class 
subscribers read most of the leading newspapers in their com-
munity and state. This is due largely to the fact that no one 
paper is complete in the eyes of the subscriber. If both papers 
in a community are strongly factional, subscribers are almost 
forced to take both of them to get at the truth of political mat-
ters. In a field of this kind, an intelligently edited independent 
paper could probably attract all the subscribers of the other 
two papers and many more besides who do not desire to be 
worried by factional political arguments. This is borne out 
in practically all communities where such conditions exist. 
It proves that the publisher who prints more nearly the ideal 
news paper in which the news is accurately presented will in 
all cases hold the largest list of subscribers. 
In one Illinois city of 50,000 inhabitants there are three 
newspapers, two afternoon and one morning. The morning 
paper and one of the afternoon papers are intensely factional. 
One of the afternoon papers is independent politically and in 
a short time has built a circulation approximately double the 
circulation of the two factional papers. In short, that paper 
is more nearly the "ideal" newspaper for that community. 
In the fllture, if conditions continue as at present, the factional 
afternoon publication will be forced from the field,. The in-
dependent pftper of course has the most prestige amoJ?-g adver-
tisers simply because its independent attitude has aroused 
more confidence among the people in its community. An 
advertisement in this paper is of far greater influence because 
it appears in the paper the people respect. Persons who take 
all three of the papers may glance at the same ad in the factional 
papers but the chances are it will be read, and read carefully, 
in the paper they respect. The advertisement seen in the re-
spected newspaper carries all the trust that the news and edi-
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torial matter in that paper inspires. This is important to the 
merchant, for it shows where his largest advertising appropria-
tion should be placed. It does not, of course, mean that all 
other pUblications should be ignored, but it certainly shows 
where he is to obtain his best customers. 
READING THE ADVERTISEMENTS 
Although most persons read or "glance over" more than 
one newspaper, with very few exceptions everyone has his 
favorite newspaper that he reads carefully. This paper is from 
his standpoint the best advertising medium. In other words, 
he is more likely to respond to an advertisement in his favorite 
newspaper than he is to respond to an advertisement in papers 
he feels are not so close to his way of thinking. An example 
will prove this: A certain man high up in railroad circles has 
always taken the little newspaper of the town where he got 
his start in railroad work. His position presumes that he is a 
broad-minded man and a reader of several newspapers. About 
three years ago when newspapers were offering dictionaries 
to subscribers for a small price, plus a coupon, this man sent 
back to the home paper, more than a thousand miles away, for 
a dictionary, although the same book was being offered in the 
metropolitan papers which he doubtless read. He had certainly 
noticed the large ads in the big papers, but he read and respond-
ed to the ad in the little' 'home paper," just because that paper 
held his confidence more than the others. 
A SUBSCRIBER'S TRUST IN HIS PAPER 
The feeling of trust that subscribers have toward a news-
paper they believe to be honest can not be overestimated. 
Many remarkable examples are on file to that effect. It is 
said that citizens of Kansas City spending the summer at East-
ern summer resorts do not read the local newspapers, but wait 
to see what their own Star says, although it comes to them 
several days late. A whole volume could be written of experi-
ences in the office of the Kansas City Star to this effect. The 
dose personal feeling of subscribers for the Star is shown in 
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the numerous small items that constantly appear in its columns 
asking the whereabouts of relatives that have moved away. 
This personal feeling of confidence in their favorite newspaper 
is well shown in many country newspaper offices, where the 
editor will show you dozens and dozens of subscribers who 
have moved away to distant communities but still take the 
"old home newspaper." 
IMPORTANCE OF THIS GOOD WILL 
Good will, or confidence of subscribers, is the publisher's 
stock in trade. As long as he has it, he need not spend sleep-
less nights fearing his leading advertiser will drop out of the pa-
per. Since advertising constitutes the main source of reve-
nue for a newspaper, it has often been said that the greatest 
newspaper would fail in a month if advertisers withdrew their 
patronage. That this is fallacious has been shown over and 
over again. In one city a few years ago a combination of 
department stores withdrew their advertising from an evening 
paper because of an increase in rates. They thought that by 
withdrawing the largest single source ot revenue from the paper 
they could not only force down the rates, but could break the 
paper's independent attitude toward certain local questions 
that were up at the time. Other newspapers of the city 
catered to the store combination and encouraged the boy-
cott. In spite of this every department store in the city was 
back in the paper inside of two months, and glad to get back at 
the increased rate, for the lack of that particular advertising 
was immediately apparent in decreased patronage. Another 
instance in a mid-western city of 30,000 population: Every 
clothing store in the city withdrew its business from an after-
noon newspaper because the publisher accepted advertising 
from a new competitor who entered the town. In six months 
one of the clothing stores was so near bankruptcy that it was 
forced to sell out and all the others were glad to come back. 
If a newspaper has the thorough good will and confidence 
of its subscribers it need not fear any threatened domination 
on the part of advertisers to dictate policies. The very fact 
that the newspaper refuses to be dictated to explains why it's 
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FULTON GAZETTE .PUBLISHING COIV1PANY 
PUBLISHERS OF 
n-iE FULTON GAZETTE 
"OViD BELl., 
1'"11S:0IDSNT ANCI MANAGEI'! 
FUI. TON. MISSOURI. 
bear Sirl-
Your subscription to the Gazette expired with the la,At 
issue. A little more than two weeks ago we sent you noticeo£' 
the f'act, bUt. we Suppotle you overlookeo t.he matter. 
This letter is simply to call your attention to' it again, 
We belie,e you do not want The Gazette t.o Qtop, an~·because·of' 
that f'act, we are going to send you the comin)); .i.asUe. l.t 'finl 
be the last you' wUl receive, however, un~eas we'Jhear f'rol!l you 
with instructions to continue the J:laper. 
Our circulation is on a strictly cash-in-advan6,e b~s.~Ii~ 
'an~ we do not f'orce the. paper on anyone. When th~ time 1s out 
the paper stops. Everyone i6 treated alike. and weare glad to 
say that the plan meets the approval gr our, patrons. 
If' you will mail us a check or money order 'In the 6110108e1 
envelope right now you will not mise a copy ot? the paper. D'O 
IT NOW. 
We thatik .you f'or ·your pat~onage. and hope you will 
continue to be a subecriber. 
Very reapectt?ul1y, 
FULTON GA~ETTE PUBLISHING COMPANY. 
Manager. 
Illustrates how a newspaper impresses on the subscriber's~mind that the 
paper" must be paid for in advance. " -
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an advertising medium they cannot do without. Many cases 
have been known where subscribers have voluntarily ceased 
trading at stores where they had been lifelong purchasers sim-
ply because those stores refused to advertise in their favorite 
newspaper. One case is known in a small Missouri town where 
the wife of a prominent lawyer withdrew her patronage of 
more than $1000 annually from a dry goods store because the 
manager of the store ceased advertising in "her" paper owing 
to an advance in rates. 
IMPORTANCE OF HONEST BUSINESS METHODS 
In the last analysis a newspaper is a business proposition 
just as truly as is a hardware store. No matter how high the 
ethical tone of the newspaper or how high the ideals of the pub-
lisher or editor may be, the paper will fail if it has not a strong, 
efficient and honest business department. A newspaper may 
preach high civic ideals editorially but if at the same time its 
advertising columns are filled with fake financial, medical and 
clairvoyant spirit-medium advertising, its ethical teachings 
are nil. Also the effect of most of the legitimate advertising 
it may carry. 
Subscribers as well as advertisers are more and more in-
quiring into the ethical standards of publications that they ad-
vertise in and take into their homes. No honorable business 
man would entertain in his home a notorious fake mining swind-
ler. Likewise he will not entertain in his home the newspaper 
that carries the advertising of such characters. Also the busi-
ness man is discovering that his legitimate advertisement loses 
its force if placed alongside the advertisement of a fake doctor 
promising to cure everything. The manufacturer of a break-
fast food would probably cancel his advertising if it appeared 
alongside the advertisement of a patent medicine claiming to 
cure everything from gout to chilblains. 
HONESTY IN THE CIRCULATION DEPARTMENT 
Just as important is honesty in the circulation department. 
A newspaper induces a housewife to subscribe by giving her a 
set of "silver" teaspoons that later turn. out to be brass. It is 
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not difficult to imagine the weight she will in the future place 
on that newspaper's editorials or advertisements. 
The effect upon the subscriber is exactly the same as the 
effect upon the customer when the merchant substitutes an 
inferior article for one of standard value. This striving for 
"bulk" circulation by every method, both fair and unfair, 
has been due to a lack of understanding of the real meaning 
of circulation on the part of advertisers. It has led to destruc-
tive competition on the part of newspapers instead of the far 
greater benefits of constructive competition as practiced in 
other industries. Really the newspaper publishing business 
is about the only present line of endeavor in which a man 
thinks he must put his competitor out of business before he 
can accomplish anything. 
CRAZE FOR "BULK" CIRCULATION 
The craze of advertisers for quantity of circulation with no 
question as to quality or how it was obtained has been the great-
est cause of questionable schemes to promote circulation. It 
is on record in the postoffice department that the publishers 
of two mail order magazines swapped circulation lists. Each 
then came out with flaring statements claiming double its 
previous circulation, and solicited advertising at an increased 
rate. This craze for quantity circulation as opposed to quality 
circulation has led to the great growth of premiums in the ex-
tension of newspaper circulation. One publisher finds he can 
rapidly increase his circulation by giving away monkey wrenches 
to farmers. The opposition paper to meet the competition 
sends its solicitors out with buggy whips as premiums. One 
publisher uses carpet sweepers to induce housewives to sub-
scribe for his paper. His competitor then offers coffee per-
colators. Another offers reading lamps and quickly his com-
petitor adopts electric irons. And so on until the merchants 
of the town get to wondering whether the newspapers are not 
really retail competitors. One enterprising publisher offers 
a trip to Europe as a prize in a voting contest, votes to be issued 
for paid subscriptions-and his rival then announces in a double 
page spread that he "{ill "give away" a 40-horse-power auto-
mobile. 
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WILL THE SCHEME HOLD THE SUBSCR.IBER? 
In practically all cases the experience is that when a news-
paper is forced to adopt some scheme other than the innate 
quality of the newspaper to attract subscribers there is some-
thing wrong with the paper. And the chances are that the 
newspaper once adopting such schemes will be forced to con-
tinue them to survive. The circulation manager of a Missouri 
daily newspaper in a town where several contests had been held, 
made the statement that it is impossible to hold country sub-
scribers that have been added through contests. In the city, 
however, it is possible to hold a large proportion of them. 
Analyzed, this'statement contains the gist of the whole matter. 
This circulation manager has been able to hold his contest 
subscribers in the city, simply because he has been close to 
them and able to see them at the expiration of their subscrip-
tions and to solicit them for continuance. In the country, 
however, the farmer took the paper simply because he was 
solicited by a young lady friend or relative. His motive in 
taking the paper was to help her. He did not take much inter-
est in the paper because that wasn't what he was interested in. 
When his sUbscription expired, he was so far away from the 
office that the solicitors could not call on him. Consequently 
he permitted his subscription to lapse. 
Another bad feature of the voting contest to attract sub-
scribers to a newspaper is the ill feeling that is certain to fol-
low the contest, no matter how fairly it is held. There can be 
but one successful contestant for the leading prize, and although 
seconds and thirds may receive consolation prizes, there is al-
ways ill feeling to follow that is bound to take years for the 
newspaper to live down. Further, in many cases the contest 
results in downright injury to participants. In one contest 
held by an Illinois newspaper, a father became so interested 
in his daughter's efforts to obtain a leading prize that he mort-
gaged his home and bought subscriptions to the extent of $1,000. 
He won, but he could have purchased a better automobile at 
less money from his local dealer. Probably he felt justified by 
having his daughter heralded as the most "popular" young 
lady in the neighborhood. 
3 
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Anothe;:, and the greatest, evil resulting from contests 
to promote newspaper circulation is of importance to adver-
tisers. In every contest there are always hundreds, in some 
cases thousands, of subscriptions that result that are of no 
value to advertisers. Persons send free subscriptions to friends 
and relatives living in distant parts of the country, most of 
which fall into disinterested hands outside the newspaper's 
territory. 
OBJECTIONS TO PREMIUMS 
The objection to premiums as aids to newspaper circula-
tion is practically the same as in contest promotion. The 
plan usually results in the solicitor's selling the premium with 
the paper thrown in. Of course the argument is advanced 
that once the paper gets into the home it will finally find a place 
and the subscriber will remain on the lists. Usually it results 
that another and larger premium will be demanded the next 
time. It has been pretty well demonstrated that if a premium 
is once adopted, the newspaper will never be able to get away 
from it in some form or other. Another objection to prem-
iums is the cost, it usually being difficult to induce subscribers 
to pay an advanced price to cover the cost of the premium. 
Many newspapers have found it hard to hold subscribers to 
their contracts where they have signed for the paper for twelve 
or fifteen months to get a premium. It usually results the same 
as installment subscriptions that many magazines take. The 
bulk of installment subscribers rarely ever pay the entire 
amount, but drop out after a few payments. 
WHY NOT SPEND THE MONEY ON BETTERING THE PAPER? 
This brings up the question: Would it not be better 
for the publisher to spend his premium and contest money in 
improving his paper and in advertising it? 
The positive answer to this question is shown in a two-
year circulation campaign recently completed by the Omaha 
Bee. The story and results of the campaign are given in the 
words of C. C. Rosewater, publisher of the Bee: 
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Let us consider first the specifications of a completely satisfactory 
newspaper for the purpose of the advertiser in Omaha. 
1. The paper must have standing and influence. 
2. The ideal advertising medium must go to the homes of all classes. 
3. We added our own engraving plant, own cartoonist and our own 
feature writers. 
4. Our paper must appeal to women. 
5. Our paper must be a clean paper. We had long before eliminated 
all objectionable medical advertising. 
6. The large proportion of the circulation must be local. 
7. This newsy, reliable, interesting and attractive newspaper which 
is edited to interest all classes, must be circulated to reach practically 
all homes within a few miles of where advertised goods are on sale. 
With these principles in mind we decided that the reading of a par-
ticular newspa,per is largely a habit. Six months may form this habit; 
a year probably will, and two years certainly will. So we started our two 
years' campaign by authorizing our solicitors to place a copy in every 
home in the city. Where the solicitor was unable to get a subscription 
he was authorized to offer to prepay the subscription for six months-
a gift. '1'here were few homes where it was not accepted. At the expira-
tion of this time, we offered to deliver the Bee to any address daily and 
Sunday for twenty-five cents a month. At the close of the two-year period 
the Bee reading habit had been so firmly formed, that less than 400 sub-
scribers stopped when we raised the price to forty cents a month. 
It took us two full years to carry out this campaign and it cost $100,-
000 but we achieved our purpose, for the Bee at present reaches a very 
large per cent of all classes of homes in every block on every street in 
Omaha and suburbs. 
The attitude of the national advertiser and leading pub-
lishers toward circulation and circulation methods is well 
shown in the following quotations from recent issues of Print-
ers' Ink: 
Editor of Printers' Ink: More and more it will become a question 
in the advertising world as to how circulation is obtained. 
Irvin Paschall, of N. W. Ayer & Sons: But really to analyze the 
quality of a periodical's circulation (for the quantity is only a matter of 
integrity and mathematical accuracy) it is helpful to know something 
of how readers are obtained and retained-and don't forget the "retained" 
for it is frequently easier to get new readers than to retain old ones. 
Bert M. Moses, president, Association of American Advertisers: If 
the circulation of a two dollar magazine or newspaper is built up by giving 
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STATEMENT OF CIRCULATION 
Made to the Association of American Advertisers 
Whitehall Building, 17 Battery Place 
New York City 
Name of Publication City State 
Politics Year Estb. Price Per Copy Subscrip. per Year 
Morning or evening? Average circulation for the year ending--:--;.o-;,.--,....,.-
(State Carefully Issues Covered. Give Weekday, Sunday and Weekly 
. Separately.) 
PAID CIRCULATION 
Newsdealers in 
the City, 
Carrier 
Route, 
Newsboys, 
Counter Sales, 
Total City 
Circulation, 
Newsdealers out 
of the City, 
R. F. D. Routes, 
Subscribers by 
W'kday Sunday Waekly 
Edition Edition Edition 
Av. Av. Ay. 
Mail, _____ _ 
Total Out-of-City 
UNPAID CIRCULATION 
W'kday Sunday Weekly 
Edition Edition Edition 
Ad vertisers and 
Advertising 
Agents, 
Exchanges, 
Complimentary, 
Employees, 
Office Use and 
Files, 
Sample Copies, 
Ay. Ay. Ay. 
Circulation, __ __ __ _ ____ _ 
Grand Total Paid Total Unpaid 
Total average circulation paid and unpaid .!..---'---'---
Be sure to make all above fig- For above Weekday ______ _ 
ures NET, deducting all re- "" Sunday 
turned, free and unsold copies, "" Weekly--------
and give Daily, Sunday and 
Weekly separately. 
Dated. _______ 191_ 
Signed ______ --."'....-.--__ 
Publisher. By _______________ __ 
............................ .o .......................................................... .. 
Permission is hereby granted to the ASSOCIATION OF AMERICAN 
ADVERTISERS to verify the foregoing statement of circulation <I.t any 
time during the next twelve months by an examination of the circulation. 
books, and any other records which may be required for the purpose of 
verification. Signed _______ =-.-:-:--:---
Publisher. 
Circulation statement form required by·the Association of American Ad-
vertisers. 
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away four dollars worth of bum. dishes, it is not worth so much per thou-
sand as the circulation secured by printing a good paper. It has been this 
universal craze of publishers for "bulk" circulation and their craze for 
big editions, to give gravy bowls to the ladies, galluses to the gents, and 
prune forks to the sweet brides. 
Of what earthly use is ten thousand, or a hundred thousand, or a 
million circulation, if it consists of the kind of people you are not seeking 
to reach? 
Of what use is circulation secured by giving away premiums that 
are alleged to be worth more than the subscription price-when subscrib-
ers subscribe for the premium rather than for the publication? 
And this striving for bulk, fighting for bulk, lying for bulk, and even 
going to jail for bulk, has been the one great evil of the publishing business . 
.James Keeley, general manager, Chicago Tribune: These men who 
lie about thoir circulation, who defraud the advertiser, are just as guilty 
of obtaining money under false pretenses, as is the cheap swindler who 
palms off a brass watch on a farmer under the pretension that it is gold. 
One of these days, I hope to see this guilt made equal under the law. If 
an advertiser can be prosecuted and sent to jail for swindling the public 
the publisher who defrauds the advertiser should occupy an adjoining 
cell. 
Once the real circulation liar sees the pentientiary doors opening, 
the situation will be clarified. The honest truth-telling publisher will 
have the menace-and it is a menace-of unscrupulous competition re-
moved from his path. 
I believe the service of a paper to the advertiser should not start 
and end with the publication of his advertisment just as I believe that 
the duty of a paper to its readers does not start and end with the publica-
tion simply of the news of the world. 
H. N. Owen, bU8iness manager, Farm, Stock and Home: Merit may, 
possibly does get quality, but quality has not up to a very recent period 
been a very strong talking point on which to base a selling argument for 
advertising space. "What's your circulation?" was the first question, 
followed by "What's your rate?" And the publisher who tried to talk 
quality was laughed' out or court by advertisers and competitors by the 
catch phrase that when a man talks quality, he lacks quantity. 
It is just as legitimate a function of the postoffice department to 
prevent circulation frauds on advertisers as it is for it to protect investors 
from get-rioh-quiok promoters or any other swindlers. The expense 
of proteoting advertisers would be infinitesimal compared to that of pro-
tecting the general publio from other swindlers and grafters . 
.Ja8on Roger8, publi8her, New York Globe: When a man sells a farmer 
a gold brick that isn't made otgold, he's a oheat and bunco steerer and 
he goes to jail. 
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When a publisher sells an advertiser circulation that doesn't exist 
he's a clever business man, merely a little conservative when it comes to 
divulging his business secrets. And usually he goes to church every 
Sunday. 
Somehow, I see no moral difference between the old fashioned crook 
with the gilded brick, who takes money under false pretenses, and the 
newspaper publisher who gets an advertising rate based upon a misrepre-
sentation, deliberate or implied, as to the quantity of his circulation. 
The newspaper which declines to open its books either does so through 
a mistaken notion that such information is confidential and too sacred 
to get past the head office boy, or because its published claims will not 
stand up under an audit. In the majority of cases you may bank upon 
the publisher being afraid of the real facts. 
F. Irving Fletcher, advertising manager, Saks & Company, New York, 
before the Associated Advertising Clubs of America at Baltimore convention, 
1913: The newspaper should police its advertising columns. It edits 
politics, pugilism, fashion and finance. Let it edit advertising. It has 
no more right to admit fakers into the society of honest advertisers than 
this convention has to invite pickpockets to mingle with the audience. 
A certain great newspaper editor justifies his acceptance of objectionable 
advertising on the ground that his paper is a common carrier. The Wells 
Fargo Express Company is also a common carrier, but you cannot use 
it for the distribution of garbage. What the advertiser wants is not a 
common carrier but a discriminating carrier., 
Truth is a principle of efficiency in advertising as well as in metaphys-
ics, and I don't care if a man does ten million a year on ten lies a day, he 
can never get a maximum of results until he tells the truth. The day of 
sensational advertising is passing, and the day of educational advertising 
is at hand. Sensational advertising is the temporary persuasion of force; 
educational advertising is the permanent force of persuasion. 
The newspaper can help the retail advertiser by telling the truth 
about its circulation. At present a newspaper is known by the circulation 
it refuses to swear to. It exists to disseminate information about other 
people, yet exercises a rigorous censorship over all information pertaining 
to itself. This has got to change and the retail advertiser has got to be 
shown what he is getting for his money. 
Charles F. Jenkins, secretary and treasurer, Farm Journal, Phila-
delphia: Recent inquiries from 22,000 people, asking if they answered 
advertisments, disclosed the fact that twenty per cent of them did not, 
because they did not trust the statements of the advertiser. This pro-
portion would be greater among rural people, and it leaves a large field 
yet undeveloped which can only be reached when readers are fully assured 
of the integrity of all advertising. 
Without confidence advertising would perish. 
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This is why any plan which will gnarantee the advertiser to the 
reader is important. . 
Roy F. Soule, editor, Hardware Age, New York: We can sum up 
quality circulation as the greatest number of representative, reliable 
firms in the field to which the paper is devoted who are possible buyers 
of the products of merchandise manufactured or distributed through the 
firms represented in its advertising pages. 
It is strange, but none the less true, that the least expensive method 
of securing subscribers is the best and most profitable in the long run. 
It comes down to the proposition of men versus mail, and I want to tell 
you that Uncle Sam even on a two-cent-Ietter-postage basis has it all 
over his nimble-tongued subjects in the field. 
It is the experience of most publishers that of all the crooks that 
ever launched themselves on the unsuspecting public, the professional 
subscription solicitor stands in a class by himself. It is next to useless 
to endeavor to pursuade a canvasser to refrain from securing inefficient 
and unprofitable circulation. He is out for a big record and quantity is 
his first, last and oi:l.ly thought. The canvasser often creates a bad im-
pression by the very methods he adopts and such interviews are diffi-
cult to outlive or overcome. 
Premiums are now on the wane. Tin whistle days are passing. The 
pocket knife, the alarm clock and trinkets innumerable are going to be 
distributed through more legitimate channels in time to come than in 
the days when papers sold premiums at cut prices to take away the sting 
of humiliation experienced by the purchaser when he received the pub-
lication that went with the special offer. 
E. Mape8, 8ecretary of Wheat Oompany, MinneapoliB: I am glad 
to say that there is an awakening of interest among advertisers on the 
subject of guaranteeing circulations-that is to say, the advertiser secur-
ing a pro rata rebate when the circulation falls below a certain point, and 
it looks as though the publishers as a general rule, had felt this awaken-
ing of interest among advertisers. It has been used for a long time with 
regard to every other commodity which is sold, at least as far back as com-
mercial history extends. As a matter of fact, the publishers, as far as I 
know, are the oi:l.ly original inventors of the plan of selling a "pig in a 
poke," If you buy wheat, potatoes, pork, or even sawdust, the seller has 
never yet been known to question the buyer's right to see how much he 
bought. 
Ida Olarke, adverti8ing manager, Scott & Bowne (Scott'8 Emulsion): 
Not all the papers printed, not all those distributed, are of benefit to the 
advertiser. Even some papers that are paid for cannot be considered 
of benefit to the advertiser, because many of them are not read. On 
the other hand, I consider that such papers as are handed to the police-
man, the car conductors, the fireman, the complimentary copies to em-
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ployees, which are taken to their homes and families, are just as good to 
the advertisers as any subscription. 
Circulation which is of benefit to the advertiser is not the total num-
ber of papers indicated on the register, nor is it always the total number 
of copies paid for, when this number includes such papers as are sold 
in bulk for campaign purposes or to help some ambitious young woman 
Travelinll' Solicitor's Dally Report. 
DAte ......................... 19 .. :. 
?til' 'report tor this date' Is as tollowsc 
At ......................... M ... · ..................... De ......................... . 
At ........................ Ar .......................... De .... . 
N:um.ber lIOOple ~l!pted... .. ........ ·Number calls... . ... Number collections.......... .. 
COllU1lenCe8: 
Collected: ..................................................... : . ............ J ••••• .. 
Express: B.· ........... D .... , ......... ·S .............. L .......... Total. ... .. 
Livery ........... , ......... Horse Feed ................... R. It. Fare ................... .. 
Premium ilald out ............................................... , ..................... .. 
Tomorrow wlll be at ................. '- ............... : ........................... , ..... . 
WEEKLY SUMMARY. 
Item'lzed"EXJ><tnae- Week Ending .. ......... 19 ..... 
---=;~\ I? ·y-g;-7i Llv .. ""hed13'l Totsl . . ""i4-.-I-----:--- -T . --New ....... . 
W -----. ------. --. ---Gain ....... .. 
-'I--f-~I---I--i----.----T . Ca.h .... · 
.stops ... 
.• Loss 
----------------. --F '. Salary .......... Total $........ . 
--------------S 
------_. -------------
Tot ......................... Solicitor 
-----. -' --_·_--------1-_--------
Premium .4 ............................................ ,0 ••••••• ' ••••••••••••••••••••••••••• ~ •. 
Form used for checking up work of traveling circulation solicitors. 
win a popularity contest. It is not those that are just glanced at or opened 
up for the sake of clipping a coupon; neither is it the copies that are bought 
in lots of 100 or so and carefully laid out under the carpet as padding. 
I know of the case of a Southern publisher who issued a sworn state-
ment that he circulated 10,000 copies of his paper daily. When the ex-
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aminer for the Association of American Advertisers called and asked to 
examine his circulation records, he found that the press registered 10,000 
daily-yes-but the indicator was set to start at 4,000. 
So I say that the circulation which is of benefit to the advertiser 
is not the total number printed, or the quantity shown on the register, 
nor is it always the total number paid for. It is the number of papers 
that are of sufficient interest to the recipients to cause them to read them 
through, and it is this circulation and this circulation only that we should 
take into consideration when we weigh the selling power of any paper 
to determine its value from an advertising standpoint. 
The progressive, honest, reliable publishers, and they are in the ma-
jority today, cheerfully and willingly agree to these conditions. 
George P. Rowell, founder of Printers' Ink and of the American News-
paper Directory: In deciding the comparative capacity of a newspaper 
to render him service that will return a profit above the price paid for it, 
the advertiser will consider the character or reputation of the paper, the 
class of its clientele and the number of people who can be appealed to by 
use of its columns. 
CIRCULATION METHODS 
In considering methods to build up circulation for a news-
paper, we shall keep foremost in mind a principle that has been 
built up through long years of merchandising and advertising. 
Salesmanship and advertising can sell any article once, but 
future sales and consequent success depend more upon the innate 
~Iuality of that article than upon any other element. 
A thorough understanding of this principle on the part of 
Ilewspaper proprietors, will soon see the end of questionable 
$chemes to promote the circulation of their publications. 
In short, a publisher may build a large circulation by hold-
ing a big contest, or by giving away a thousand dollars worth 
of premiums, but by doing so he weakens the confidence of his 
readers and of his advertisers in the article he has to sell-his 
newspaper. 
SPECIAL DEPARTMENTS AND FEATURES 
I t has already been noted how special departments in a 
newspaper are valuable to attract special classes of readers: 
mining news to attract a mining community; live-stock news 
and markets to attract communities where these interests pre-
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dominate; poultry news departments to attract subscribers 
of that interest, and so on practically without end. In nearly 
every large city will be found newspapers that excel in certain 
lines of advertising. In one city, we find one newspaper carry-
ing the bulk of financial advertising; in another we find one 
paper that practically has a monopoly of department store 
advertising; in another case we find a carefully edited news-
paper that carries more advertising of books and periodicals 
than its competitors; in still other cases, one leads in real estate 
advertising, and another leads in advertising of men's furnish-
ings, and so on. 
This is all due to the management placing emphasis on 
some one line and building up a clientele of readers and adver-
tisers in that line. It's the really successful publisher who can 
properly fill his field and attract every class of readers and 
advertisers. 
That this can be done in the smaller cities is shown by 
some excellent examples of cities ranging in population from 
10,000 to 40,000 where one paper has managed so well that it 
has been able to withstand all competition and maintain a 
one-paper field. Two of these examples follow with the pub-
lishers' statements as to their ability absolutely to control 
their fields. 
THE AURORA, ILLINOIS, BEACON-NEWS 
The Aurora, Illinois, Beacon-News is the only daily news-
paper published in Aurora, with a population of 30,000 and a 
surrounding territory of 50,000, a total population of 80,000. 
Its daily editions average from 12 to 24 pages and according 
to the statement of its publishers it never limits its news col-
umns because of pressure of advertising. The paper has a 
full leased wire press service, editorial syndicated features, 
comic strips, complete correspondence service to nearby towns. 
According to the publishers, the paper goes into 95 per cent of 
the homes in Aurora and into 80 per cent of the homes in the 
surrounding territory. Circulation is handled by a circulation 
manager and two traveling solicitors. The carrier boys do 
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practically all collecting in the city. The subscription price 
is $3 a year, orsix cents a week. The circulation for the first 
six months of 1913 averaged around 15,000 copies daily. Up 
to two years ago the paper held a number of restricted contests, 
but they have been discontinued, the only present method of 
circulation promotion being the publication of a good newspaper 
for its field, plus the selling ability of good solicitors. 
Solicitor's Report 
SUBSCRIPTIONS 
NAMES ADDRESS AMOUNT PAID TO 
....................................................... ", ................................ 'II ............... .. 
................................. .......................... ".'" .................... ................... .. 
.................................... ................................ .................. ...................... .. 
.............................. ................................ .................. ...................... ,. 
DAILY REPORT: Name ..................... . 
Date ............... 19 ..... . 
Circulation solicitor's blank for reporting new subscriptions. 
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THE OTTUMWA, IOWA, COURIER 
Since the founding of the Ottumwa, Iowa, Courier in 1864 
there have been more than a dozen attempts of competitors to 
gain a foothold in the city, but without avail. The population 
of Ottumwa is 23,000 and of the county 40,000. The present 
circulation (1913) of the Courier is nearly 8,000 daily. The 
subscription price is $6 a year. The paper has a full leased 
wire press service, and contains in addition syndicated editorial 
features and humorous cartoon strips. Circulation is gained 
and held by salaried solicitors. Occasionally small premiums 
in the form of pictures and clubbing offers with agricultural 
papers are used. 
DIRECT SOLICITATION OF SUBSCRIBERS 
Since this is the one universal method of selling merchan-
dise, newspaper circulation as well as sugar and coffee, its im-
portance to publishers is great. Soliciting subscribers for news-
papers and periodicals takes many and varied forms, and since 
any solicitor can sell a publication once, we must assume that 
the publisher is doing his part in building a newspaper that 
will hold the circulation after it is obtained. But a large part 
depends on the salesman, anyway-in short, it largely depends 
on the salesman whether the subscriber will stay with the pub-
lication and be satisfied. In other words, personality counts 
in the salesmanship of subscriptions as well asin any commodity. 
An example will show this: 
A daily newspaper in Missouri employed a solicitor who 
came highly recommended. In the first month he added over 
200 subscribers, but by looking over his lists, the publisher 
found three-fourths of the subscriptions were for only a month 
apiece, and most of them had been taken in the slum section 
of the city. Of course at the end of their periods, practically 
all of these subscribers dropped out and the publisher was no 
farther ahead than before he employed the solicitor. 
Another solicitor working for the same paper turned in 
less than half the number credited to the "star" solicitor, but 
they were for six-month and year periods. Most of these 
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subscribers remained on the books, for they had sufficient time 
to form the habit of reading that newspaper. In the other 
case most of the subscriptions were given just to get rid of 
the solicitor. 
METHODS OF SOLICITATION 
Telephone: The St. Louis Republic has great success 
in soliciting subscriptions over the telephone. Two staffs of 
solicitors handle the work. One staff of men solicitors call up 
women and solicit their subscriptions and another staff of young 
women call up men. 
Correspondents: Here is probably the best field for the 
weekly and the daily newspaper in the small town. The Hanni~ 
bal Courier~Post employs its correspondents to solicit sub~ 
scriptions in their neighborhoods on a commission basis. This 
is an especially effective way, because of the correspondent's 
acquaintance in the neighborhood. Since the correspondent 
is the person who sends out the news from that neighborhood 
he is more or less a person of importance there. He writes .an 
item about Farmer Smith's big wheat crop. Then it's 
not very difficult to get Smith to subscribe for the paper, es~ 
pecially after the correspondent has clipped out the item and 
sent it to him. One correspondent in this way has built up a 
list of over 500 in his community in less than three years, and 
this in a community that did not take more than fifty papers 
before. 
Getting the farmers: This is the vital circulation question .. 
in the office of every weekly and small-city daily newspaper. 
The Fulton, Missouri, Gazette, a strong weekly newspaper, 
has built up a circulation of nearly 3,000 paid-in-advance sub-
scribers in a town of a little over 5,000 population and surround-
ing territory, by the system of having its reporters solicit sub-
scriptions among farmers on market days, and by the use of 
sample copies and form letters. This paper has never held a 
contest. Its subscription price is $1 a year, absolutely in ad-
vance. It well m1,lstrates the value of laying special emphasis 
on the predominating news of its county. Callaway county, 
Missouri, is the premier mule producing county of the state, 
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and it only requires a glance at the Gazette to see that the pub-
lishers realize that fact. 
Soliciting with county collector: A novel method of solici-
taticm is made by the Paris, Missouri, Appeal, a weekly news-
paper of more than 3,000 circulation in a town and surrounding 
territory, the population of the town being less than 2,000. 
Every fall, a member of the staff visits every town and hamlet 
in the county with the county collector. In this way, every 
property owner in the county is seen. This method, combined 
with visits to every public gathering in the county, such as pub-
lie sales, picnics, political and school meetings, is the reason for 
this unusually large circulation in a small town. A member 
of the staff gives the following reasons for the success of the 
paper: "By knowing the people in our field, and publishing 
a paper adapted to our field. Our theory is that a newspaper 
can be made a family necessity and this theory has been justi-
fied by results. There may be better papers for some fields, 
but none for ours. We have never given a premium, never had 
a contest or other subscription scheme. A subscriber obtained 
by such means is frequently a transient. One obtained by news-
paper merit stays." 
The Mexico, Missouri, Ledger is an influential small-city 
daily of Central Missouri that is able to get a subscription rate 
of 50 cents a month and it practically covers its field. Direct 
solicitation has been found the best way of obtaining subscrib-
ers. No premiums are given at all and only at long intervals 
have contests been held. 
Mr. R. M. White, the owner, in commenting on the suc-
cess of his paper says: "You must first, last and all the time 
publish a good, straight-out, fearless, live newspaper. That's 
the way to win." 
Subscription price: The almost universal subscription 
price for weekly newspapers in the West is $1 a year, but a 
hopeful tendency to raise the subscription price lately has 
been manifest. At least two weekly newspapers in Missouri 
charge $1.50 for all subscriptions outside of the county. They 
are the Troy Free Press and the Sturgeon Leader. The best 
example of raising the price of subscription is the Barry, Illi-
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nois, Record. When the present owner purchased the paper 
three years ago, he immediately raised the price from $1 to 
$1.50. He did it by personally soliciting every farm home in the 
county, using the argument that his predecessor had printed 
the paper for years and had failed. He guaranteed a better 
paper and his argument' 'took" with the farmers. Then with 
this list of $1.50 subscriptions, he went to his local merchants 
and using the same argument raised his advertising rate more 
than 50 per cent. His paper has been a paying proposition since 
that day. 
Soliciting in general: The possibilities of increasing the 
circulation of weekly newspapers by direct solicitation has not 
in general appealed to publishers of such papers. The examples 
given above and the success of small-town dailies that use this 
method show that it has immense possibilities. 
The Independence, 'Missouri, Examiner added more than 
500 subscriptions to its weekly edition in less than three months 
by having a member of the staff solicit every farmer living on 
the rural routes of Jackson county. And this in a territory 
overshadowed by the nearby metropolitan newspapers in 
Kansas City. This unusual increase in circulation was due to 
a combination of good salesmanship and the addition of a spec-
ial page of farm news prepared under the supervision of the 
county farm adviser. 
In any manner of direct solicitation of subscribers for a 
newspaper, the same idea that prompts the wholesale grocer 
company to keep the same salesman on the same territory, 
should prompt a newspaper to keep the same solicitor in the 
same territory as long as it is possible to keep him on the force. 
Here is where the personal element comes in, and the good sales-
man constantly becomes more valuable because of his ever-in-
creasing acquaintanceship in his territory. This field of soliciting 
SUbscriptions for newspapers is constantly becoming more 
attractive for women solicitors, many newspapers considering 
their work superior to the work of men. As to the pay of so-
licitors for newspapers, the average salary is around $15 and $18 
a week, and in many cases a commission on new business is 
paid in addition to this. The only trouble with commissions 
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is that they frequently lead to price cutting, especially where 
there is competition among the solicitors. Many newspapers 
keep up enthusiasm among their soliciting force by offering 
weekly prizes for the largest number of new subscribers, the 
largest number of yearly subscr!bers, the most cash collected, 
etc. 
CIRCULATION LETTERS AND SAMPLE COPIES 
Possibly the best example of building a circulation by the 
use of sample copies, is the Freehold, New Jersey, Transcript. 
In this case, a circulation of nearly 5,000 copies weekly at $1 
a year in advance has been built up. The population of the 
city is a little over 3,000. This paper is remarkable from the 
standpoint of advertising carried for a weekly newspaper, the 
editions averaging ten to eighteen pages. Regarding the suc-
cess of the paper, the publishers say: 
Our policy is to make the very best local paper possible, and sell 
it for a dollar, and then get the money before sending the paper. If you 
commence with premiums, you must continue. If you get subscriptions 
in a voting contest, you must have a new scheme next year to hold them. 
We cut the prizes all out and present every subscriber with a dollar and 
and a half paper for a dollar. We use plate only as a filler and not for 
features, our great feature being local news. 
The use of sample copies to build a circulation is valuable 
only where they are used in a regular campaign and not indis-
criminately. Indiscriminate circulation of sample copies gets 
nowhere, except to cause increased paper bills. Where sample 
copies are used properly, they constitute one of the best circu-
lation promotion methods for newspapers. One Kansas pub-
lisher of a leading weekly watches his paper for the names of 
nonsubscribers. He marks this paper and sends it with a cir-
cular letter to the prospective subscriber, calling his attention 
to the item, and suggesting other interesting things to be found 
in the paper. It is so resultful that not more than two papers 
and letters have ever been necessary to get the prospect'sname 
on the books. 
In other cases, the publisher prepares a special article 
dealing with a certain section of his county and neighborhood. 
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When this article with proper illustrations is published, he 
sends copies with a form letter to every family in that section, 
calling their attention to the article and the paper. The fol-
lowing week, he visits that community and solicits their subscrip-
tions. His efforts are successful, simply because he' has adopted 
modern principles of salesmanship. 
YOUR SUBSCRIPTION WILL EXPIRE 
THE FIRST OF THE MONTH 
Enclosed find $ ...... for which renew my subscription 
for ................ months to The Republican. 
NAME .................................... . 
TOWN ................ STATE .............. . 
RURAL ROUTE NO .............. . 
FILL OUT AND MAIL WITH REMITTANCE TO THE REPUBLICAN, 
CAPE GIRARDEAU, MO. 
This form on a printed blank can be enclosed in the paper to notify sub-
scribers of expirations. 
The use of circular letters has great possibilities with the 
country and small-city publisher. It can be used to advertise 
any special feature, such as the beginning of a new serial; to 
emphasize the completeness of market reports, and so on. One 
Missouri publisher watches the papers of his section of the state 
for announcements of marriages. He immediately addresses 
the young couple a circular letter, congratulating them on their 
happy state, and suggesting the home paper as one of the im-
portant things to include in the new household. Results in 
this case are over 50 per cent. 
32 BUIL:DING A CIRCULATiON 
The publisher of the Troy, Missouri, Free Press induced 
several hundred "back." subscribers to pay up, by mailing 
each a circular letter and a picture of a new linotype machine 
he had just purchased, asking their assistance in making the 
first payment on the "fine new machine that would enable 
him to print a better paper." 
The publisher of an Iowa weekly newspaper obtained 
renewals by having his young woman bookkeeper (who was 
a member of a family well-known throughout the county) 
send each subscriber just before his subscription expired a "per-
sonal" letter saying: 'she was sorry the editor was going to cut 
his name off the list, and she was sure his failure to renew was 
due to an oversight, etc." 
There are dozens of ways of using circular letters and sam-
ple copies to build up circulation, but it should be borne in mind 
that no one way will always be successful. Their success de-
pends upon originality. One method may succeed with one 
class and another with a different class. The main element 
of success in any circulation method is persistence. The suc-
cess of any system depends upon the personality and originality 
of the man in charge. The circulation manager who is first 
to solicit the new family moving into the community, is the 
one who gets the name on the books. 
~ sip 04.lIall TIlls Order 10 n. ClIurler·PaSl or ?bo.1 .321 lnd our. Represenlallve will nil. 
'cOURIER.POST FREE CITY DIRECTORY 
..' f' ': •... • '.' 
PIeasun.ter my order for one ~OP1 of· THE· CO\l'RiER·~OST FRBE CI.TY D1RiCTORY. 
In consiilenition of neeiving the birectllty free. $8 above 8tated~'X ',hereby iuhscn!>e for 
. ~THE DAILY 'COURIER·POST for a period ofTwdve 1I10nths'. and thereafter until. ordered . 
. discOl\tinn~ and agree to pay fhe~or.at·.tlie tegul.ti- r!l-te"o( lOc Per' week, f·will. pay 2S.c 
'for cost- ofc:Orrectinlt hOUR number., names of IOtree~ il\d office Work connected With· same 
'wben-! get .Free 'DireCtory with a.yea,~·. subscription to, 'rUE COUluER-POST • 
• l{aDlt·_ ........ _ ...... .....,. .... ,  ~. ___ , 
·Date ___ -',.-_, ___ ~91_ 
.. ~~~~'---'"-,-.. -----;---'-"'-'- ~. 
- Solicitor I,"·~.takln~ Courler-:Po8t now 
Post card used in promoting free city directory as a newspaper premium. 
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PREMIUMS AND GIFTS 
It is not the spirit of this bulletin to absolutely discourage 
the use of premiums in encouraging circulation, for there are 
many cases where premiums can be used to advantage and add 
to the prestige of the paper rather than detract from it. The 
solicitor who obtains subscriptions from women by giving them 
silver-ware and dishes, sells the merchandise and not the paper, 
for in practically all cases the subscriber will either stop or 
demand another premium. 
In cases where newspapers print maps of their counties 
and towns, it is hard to see where injury can result to the paper 
using them. The same is true of city and county directories. 
The trouble with the continuous use of premiums is that it 
creates a wrong attitude on the part of the patrons. In one 
case in Missouri where a daily has used premiums continuously, 
the first question that greets the solicitor when he makes his 
calls is "Well, what is the paper giving away now?" People 
have become more interested in getting something' 'free" with 
the paper than they are in getting the paper, until it is some-
times a question whether they would miss the paper were it 
discontinued altogether, if the premiums were kept up. 
CLUBBING OFFERS AND MAGAZINE PREMIUMS 
Many metropolitan newspapers have great success in cir-
culation promotion by clubbing with the weekly and small 
city dailies in their territory. This is good for the big daily, 
but is poor for the small paper that permits itself to be used in 
this manner. .It results in the subscriber taking the city daily 
with the weekly thrown in, the emphasis being on the larger 
paper. It causes the little weekly or daily to lose its identity. 
However, it is difficult to see where a clubbing arrange-
ment with an agricultural magazine or a general family maga-
zine can injure the county weekly or small-city daily. Several 
Iowa dailies have had great success in offering as a premium a 
club consisting of an agricultural paper, a story magazine and 
a magazine devoted to dressmaking and sewing. It is an at-
tractive offerand it has the effect of providing the home with 
such a variety of reading matter that it is difficult for competi-
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tors to get a hearing. In such offers, however, it is necessary 
to see that all of the magazines included in the offer come regu-
larly, for in case they do not, the paper making the offer has 
to stand the' 'kicks" for every paper in the combination. 
Date. ______________________ _ No .. ____ _ 
Received of _______________ _ 
$, _____ in Payment of Subscription to the 
University Missourian for __________ }§ee:ester 
University Missourian Association 
Subscription $2.00 a Year By 
A Semester $1.25 . ----------------
Every subscriber should be presented with a receipt upon payment of 
his subscription. The duplicate stub can be kept in the office for 
reference in case of complaint. 
ADVERTISING FOR SUBSCRIBERS 
Few weekly or small-city publishers appreciate the value 
of using their own space in boosting their circulation. Surely 
if the space is worth anything to advertisers, it ought to be 
worth something to the publisher himself. But certainly the 
spa.ce should be used to advantage. If the editor has an es-
pecially good feature, a new serial story, or anything that he 
feels is valuable in increasing circulation, it should be advertised 
in the paper. Further, newspapers in adjoining counties can 
be mutually helpful by exchanging space for advertising pur-
poses. 
In this connection the practice of some small-weekly pub-
lishers in continuously asking their delinquents to pay up by 
using space in their paper, should be condemned in the strongest 
possible language, for the mere advertising of the fact that there 
are delinquents will encourage the entire circulation to be de-
linquent. 
OFFICE SYSTEMS 
Where the Beacon-News 
Circulates 
Aurora 
Batavia 
St. Charles 
Mendota 
Geneva _ 
Sandwich 
Naperville 
Plano _ 
Wheaton 
Yorkville 
Oswego _ 
Earlville 
Plainfield 
And-
POPULATION 
35,000 
7,000 
6,000 
5,000 
3,000 
3,000 
3,000 
2,500 
2,000 
1,500 
1,000 
1,000 
1,000 
Shabbona, Leland, Hinckley, 
Maple Park, Elburn, Eola, So-
monauk, North Aurora, Cort-
land, LaFox, Montgomery, 
Warrenville and Newark, each 
with 600 population or less. 
And,-
Into the homes of 3,760 farmers 
on the rural routes in Kane, 
Kendall, DeKalb, LaSalle, Du-
Page and Will Counties. 
How one newspaper" sells" its community to the advertiser. 
35 
36 BUILDING A CIRCULATION 
COLLECTIONS AND OFFICE METHODS 
Here is the place where the important element of SERVICE 
to the subscriber comes in. This department of a newspaper 
is exactly similar to the retail store. The slogan of the great 
Wanamaker stores is "The customer is always right." This 
slogan should be incorporated into the business office of every 
newspaper. If there is a dispute with a subscriber over a small 
subscription payment, it is always the best policy to grant the 
subscriber's side of the argument and lose the small amount. 
One case in the office of a daily newspaper in Missouri is known 
where a subscriber of twenty years' standing stopped his paper 
because the young woman clerk handling the office collections 
disputed with him over a difference of five cents on a subscrip-
tion bill. 
Collecting: With weekly newspapers, the matter of col-
lections is almost a matter of sending out bills with circular 
letters at the expiration of subscriptions, soliciting renewals. 
With the daily, the matter of collections assumes greater im-
portance. In towns where there is a large element of factory 
workers, miners, railroad workers, etc., the matter of weekly 
or monthly collections becomes a necessity. These persons 
are all on salaries, and it is necessary to keep their subscriptions 
paid up or they will soon be so far in arrears they will never 
pay, and ultimately stop and subscribe for the opposition paper 
until the same thing has happened in that office. 
Many newspapers achieve great success by having their 
delivery boys make collections; in fact, several newspapers 
sell the papers outright to the carriers and leave the whole 
matter to the boys. The Columbia, Missouri, Tribune sells 
its papers to the carrier boys at the rate of 74 cents a hundred. 
The boys collect ten cents a week from subscribers and keep 
the remainder in lieu of salaries. The plan is excellent, but 
largely depends upon the integrity of the boys, who may be 
tempted to cut prices to make sales, and furthermore, news-
boys' strikes are not unheard of calamities, in which case, the 
publisher is totally at the mercy of the boys or a competitor 
who may be encouraging the strike. 
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The best system for handling the matter of regularity of 
delivery, is to make deductions from salaries for each "kick" 
registered in the office, and to remit the amount if the boy can 
find the lost paper or make a satisfactory explanati0n to the 
subscriber, blank forms for which can be provided the carrier 
boys. 
JUNE 
1121 314161-BI7161~1191~1 12113 11411511611711811~ 120 121'122123124 2512612'1'128129/00151 
NAME: FII'E No. 
EXPIRES 
Street and Number '18 '4 '1& I-----'-
----'-
'16 .'17 '18 , 
Town Slato Souroe I-- -,-
-19 '20 '21 
.. 
e_gln. Amount Date PaId Chan2:<8 C'lf A4dtClu. O~,.~ 
---
-,--
.---
-- -
--.-~-
------ ---
,----- -
-----
" 
----- - ; 
-----
, . 
. ' ---
-----
------ NO ... • .. 
Some modification of this card index form can be used by weekly news-
papers and for the mail circulation of dailies. 
Office systems: There are dozens of systems on the market 
for the handling of the circulation of newspapers, and it is diffi-
cult to pick the all-successful one, Probably the requirements 
of a system would be more in place here than the description 
of anyone system. In short, a newspaper should have its cir-
culation in such condition that when a subscriber comes into 
the office to make a payment, he may immediately be told the 
amount due, and the time of his last payment with the amount. 
Little discrepancies here, such as overcharging, can undo all 
the good work of a circulation manager, solicitor, carrier service 
and possibly the good reputation of the editor. If the circula-
tion clerk overcharges a customer of a newspaper, it has exactly 
the same effect as when a store overcharges a customer. It 
results in the loss of that person's patronage. 
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A further requirement of th;e circulation system is that 
it should enable the publisher to tell at once the total net cir-
culation of the paper, with the number going to each section 
of his city and territory. It should enable him to tell at the 
X2 19099C 
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Card index form that can be used with modifications in the city circula-
tion department of daily papers_ 
close of each month the exact number and addresses of expira-
tions. It should show him at a glance whether he has a gain 
over or a loss from the previous month, and a comparison with 
the same month of the year before and the year before that. 
All of this information should be right at hand for the informa-
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tion of advertisers, local and foreign. The newspaper that can 
present its facts in the most logical manner will often win in 
an advertising argument over the one with larger circulation 
not classified and indexed properly. It has a further effect on 
the public, for it is the one place where the newspaper touches 
the pocketbooks of the public generally, and a good businesslike 
office system cannot but create confidence and admiration on 
the part of subscribers. 
Several examples of indexing systems are shown in this 
connection. 
PAID-IN-ADVANCE SUBSCRIPTIONS 
There is no doubt that the paid-in-advance system is the 
best from the standpoint of the county weekly newspaper and 
also for the mail circulation of the daily. It guarantees the pub-
lisher a 100 per cent circulation and it guarantees the advertiser 
a responsive audience. This is said without regard to the 
government ruling regarding payment of subscriptions. The 
government ruling regarding stopping of papers within one year 
after expirations, furnishes the publisher the best argument in 
the world for placing his entire circulation on a cash-in-advance 
basis. When the publisher can go to advertisers and show them 
that 2,000 families in his county think enough of his paper to 
pay him $1 in advance for it, it would be a poor merchant in-
deed who would not respond to this argument. 
The matter of complimentary copies is also important 
from the standpoint of both publisher and advertiser. Many 
publishers give all advertisers a copy of their paper free, and 
thus lose a good revenue and at the same time discount their 
claims of paid circulation. The best way to get around this 
is to furnish each advertiser with a free copy to check his ad-
vertising, but require him to subscribe for one copy to be sent 
to his home. 'With foreign advertisers, however, it is necessary 
to furnish a free copy to the advertiser and the agency. 
REGULARITY OF DELIVERY 
The matter of regularity of delivery is extremely important 
in building a circulation. It has been said the most important 
thing that early enabled the Kansas City Star to reach nearly 
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COMPLAINT Route No _______ _ 
The Aurora Daily Beacon 
Name ______________________________________________________ _ 
Address _____________________________________ _ 
Remarks _______________________________________ . ___ _ 
If Complaint was Unfounded Subscriber please Sign 
Fine __________ Date _____________ 191 ____ _ 
Carrier ____________________________________________ _ 
Subscribers are requested to report all failure in delivery and care-
lessness, as this is the only method we have to make good 
business men of our boys. 
The Aurora Daily Beacon-This is to certify that my 
paper was delivered carefully and in good condition, 
and is now satisfactory. 
Subscriber __ 
Remarks, _______ _ 
How a newspaper can check up complaints arising from late delivery 
and" missed" papers. 
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every home in Kansas City, was the fact that subscribers always 
found the Star in a certain place on their front porches at exactly 
the same time each afternoon and morning. There is nothing 
that causes more trouble in the circulation department than 
irregularity of delivery. There is nothing that tries the patience 
of subscribers more than to have their papers late at delivery, 
Carriers get extra pay for procuring New Subscribers. Look 
out for them in new houses and when new families move into 
your route. 
NEW Route No ...... . 
The Aurora Daily Beacon .. N ews 
Name ........................................ : .......... . 
Address .......................... , ...................... . 
Delivery Instructions .................................... . 
WE GUARANTEE PROMPT DELIVERY 
Notice to Subscribers: To insure positive evidence that the 
paper ordered to your address is regula.rly and promptly delivered 
by the carrier on your route, will you please fill out this slip and 
return by carrier to this office? 
Date .............. 191. ... . 
Received The Aurora Daily Beacon-News at ........ o'clock 
Name ................................................... . 
Blank form that insures carrier boys' starting new subscriptions at correct 
address. 
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or to have the carrier boys fail to deliver their papers. I t is 
a question whether' 'getting-the-paper-out-on-time" is not of 
more importance than holding the paper for an important 
news event that breaks after the regular publication hour. 
A small detail in this connection is the providing of carrier 
boys with whistles so that subscribers may know when their 
papers are thrown on their porches. 
The experienced circulation manager soon learns his field 
so that he knows how to handle each individual case. He 
knows when all the various factories pay their employes and 
has his collector in that section of the city on those days. He 
knows that hundreds of families can be kept on the books by 
seeing them weekly or monthly, but they would be sure to stop 
if their bills were allowed to run to two or three dollars. He 
also knows that there are many other families in his community 
that would stop the paper if a collector called at their homes 
with a bill, so he sees that these persons have their bills mailed, 
and if that does not get them, he uses his diplomacy in arrang-
ing some other method. He must be a master of diplomacy 
if he would handle the circulation of a newspaper, for no two 
subscribers can be handled exactly alike. 
